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When start using our front cover 
for advertising, the reason must 
something special. think this is. 


Celebration the 50th anniversary 
our Association has led prepara- 
tion two histories that should 
widespread interest: 


HISTORY THE SPEECH 
ASSOCIATION THE EAST- 
ERN STATES, Dr. Herbert 
Wichelns. Free members 
SAES; all others, $1.00. Ready 
now. 


RE-ESTABLISHING THE 
SPEECH PROFESSION: THE 
FIRST FIFTY YEARS, dis- 
tinguished group scholars, listed 
the inside cover. 


These papers, assessing develop- 
ments Speech Science, Oral Inter- 
pretation, Radio and_ Television, 
Group Discussion, Phonetics, Rhetor- 
ic, and all other significant areas 
Speech, record trends, contributions, 
major figures, emergent concepts, and 
emphases, 
through the last half-century. This 
source. Since the size the printing 
will determined the number 
advance orders, please send yours 
promptly indicating quantity, you 
wish secure enough for future staff 
members and graduate students. The 
price $1.50 for members and non- 
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DON’T FAIL 
the 50th anniversary SAES Convention, April 9-11, Henry Hudson Hotel, N.Y.C. 


HEAR: 


DREW PEARSON, noted journalist, speaking his father 
“The Founder SAES: Paul Pearson” 


LEADERS THE SAES’ FIRST YEARS: Everett Lee Hunt, Way- 
land Maxfield Parrish, Jane Dorsey Zimmerman, Walter Reeves, 
Hayes Yeager, John Frizzell, Wilbur Gilman, Robert Huber, 
Earl Ryan, James Henning, Marvin Bauer, David Phillips, 
Barrett Davis, Evelyn Konigsberg, Calvin Callaghan. 

CHARLES SIEPMANN, address the Golden Anniversary Banquet, on: 
“The Status and Needs Education Our Time.” 


SIGNIFICANT SECTION MEETINGS Speech Pathology, Theater, 
Rhetoric and Public Address, Radio and Television, Speech Education 
all levels, Audiology, Debate, Discussion, Research, Oral Interpreta- 
tion, and Speech for Foreign Students. 


BOTH HEAR AND READ: 
RE-ESTABLISHING THE SPEECH PROFESSION: THE FIRST FIFTY 
YEARS 

SPEECH EDUCATION: Evelyn Konigsberg, Letitia Raubicheck, and 
Elnora Carrino; 

RADIO AND TELEVISION: David Mackey, Charles Siepmann, 
Oliver Treyz, and Sig Mickelson; 

SPEECH SCIENCES: Robert West, Thomas, Jon Eisenson, and 
Moe Bergman; 

RHETORIC: Carroll Arnold, Elnora Carrino, John Wilson, and 
Harold Zelko; 

THEATER: John Gassner, Edward Cole, William Green, and 
Bernard Beckerman; 

ORAL INTERPRETATION: Ray Irwin, Ruth Damon, Helen Hicks, 
and Wallace Gray. 


edited selection these six groups papers will published lim- 
ited edition, expected available September, 1959. Advance orders may 
sent once, insure that you will have your copy many copies 
you may need for staff, students, and library. Please make out check the 
Speech Association the Eastern States, ($1.50 per copy) and send Wiley 
Bowyer, Mineola Public Schools, 200 Emory Road, Mineola, 
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THE FABULOUS “For Instance” 


Nels Juleus 


Mr. Juleus the Speech staff Allegheny College, Meadville, Pa. 


ESOP RAISED HIS ARM, AND THE THRONG who 

crowded about him the Athenian market 
place fell silent. “Citizens,” cried, “hear me.” 
And told them the fable “The Frogs Asking 
for King.” 


The Frogs, grieved having established 
Ruler, sent ambassadors Jupiter entreating 
for King. He, perceiving their simplicity, 
cast down huge log into the lake. The Frogs, 
terrified the splash, hid themselves the 
depths the pool. But sooner did they 
see that the huge log motionless, 
than they swam again the top the water, 
dismissed their fears, and came despise 
climb up, and squat upon it. After 
some time they began think themselves ill- 
treated the appointment inert Ruler, 
and sent second deputation Jupiter 
pray that would set over them another sov- 
ereign. then gave them Eel govern 
them. When the Frogs discovered his easy 
good nature they yet third time sent 
Jupiter beg that would once more choose 
for them another King. Jupiter, displeased 
their sent Heron, who preyed 
upon the Frogs day day till there were 
none left croak upon the 


With these words, the ex-slave fabulist persuaded 
the citizens Athens keep Peisistratus their 
ruler. 


Whether the occasion called for deliberative, 
forensic epideictic oratory, Aesop had fable 
accomplish his aim. Whether pur- 
pose instruct, delight persuade, the ver- 
satile fable provides him with speech nut 
shell, fetching attention getter, illustration for 
address. 


The fable often appears the least sophisti- 
cated means communicating message, but this 
view does not take into consideration its subtleties, 
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both content and construction. The message 
the fable points the right and wrong human 
motivation, recommending changes human con- 
duct. The speaker conceals his aim wondrous 
tale acted out animals inanimate objects 
which talk and think and act humans. the 
speaker writer were criticize openly the be- 
havior his listeners, might suffer their wrath. 
Instead, however, diverts attention from himself 
the story. The sought-for identification comes 
the auditor gains insight into the analogy. 
the marriage significant message simplicity 
the telling that makes the fable memorable. 


Often, today, the fable disparaged, identified 
with paltry moralizing; but handled such con- 
temporary fabulists James Thurber, Walt Kelly, 
and the late George Ade, the results may truly 
fabulous. 


George Ade failed dress his characters 
animal skins, but his fables are true form 
purpose and invention. Here, for example, one 
Ade’s modern fables. 


Congregation needed Money for repairing 
the Church, the Women got together and 
decided hold Raspberry Festival. Sister 
Frisbie invited them come and Carouse 
her Front Lawn. Some Members the 
Flock flew out and bought few Things 
Wear, the Outlay for washable Finery running 
about per Head. 


Mr. Frisbie got worth Chinese Lanterns 
and strung them around. wanted the 
Weekly. The Paper came out and said that 
the Frisbie Front Yard with its Myriad Twink- 
ling Lights was Veritable Fairy-Land. That 
Money. 


Mr. Frisbie and three other Pillars the 
Church devoted worth valuable Time 
unloading Tables and Camp-Stools. 


Sade, 

Nigh ¥ 
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The Women Folks ruined $14 worth Com- 
plexion working the hot Kitchen make 
Angel Food and Fig Cake. 

the Night the Raspberry Orgy the 
Public trampled down $45 worth Shrubbery. 

When came time check the Linen 
and Silverware was found that $17 worth 
Spoons with Blue Thread tied around them had 
been lost the Shuffle. 

The Drip from the Candles ruined $29 worth 
Summer Suits and Percale Shirt-Waists. 

Four Children gorged themselves and each 
was tied True Knot with Cholera 
Morbus before another Sunrise. The Doctor 
Bills footed $18. 

After clearing the Wreck, paying the Dray- 
man and settling for the Ice Cream and Ber- 
ries, was discovered that the Church was 
$6.80 the Good. everybody said was 
Grand Success. 

Anything avoid dropping the 


The ancients used the fable instrument 
for instructing the very young love virtue and 
hate vice. The practice memorizing the verse 
fables Fontaine still continues France, 
despite the stern criticism Rousseau. Emile, 
argued that the truth which lies the soul 
the fable incomprehensible children. “Men 
may taught fables; children require the 


the 16th and 17th century grammar schools 
England, the fable was used teach the rhetor- 
ical principles theme writing and oratory. Ex- 
ercises the construction original fables 
well exercises using the fable the basis 
for constructing themes were given the schools. 
Aphthonius, 3rd century rhetorician, provided 
the textbook. His Progymnasmata set the rules 
for dealing with fables. typical theme that 
day would begin with statement the nature 
the fable; then, the writer the fable would 
praised. This was followed proverbs and 
other illustrative material supporting the moral. 
The theme ended with quotation argument 
opposed the thesis, together with 


The student writing and speaking longer 
instructed the creation and use the fable. 
Writers and speakers today seldom support 
their propositions with this kind for-instance. 
Can that the fable less effective than other 
forms illustration? have lost some our 
imaginative creativity? For effective and imagina- 
tive use the fable, read this “battle fables,” 
which occurred United Nations meeting 


November 16, 1949, Hector 


McNeil and Russia’s Andrei Vishinsky. 

“Under Mr. beg your par- 
don, Professor admirable tuition,” 
Mr. told the committee, have 
own clumsy way been attempting learn 
some those attractive Russian sayings and 
Russian parables with which from time time, 
Mr. Vishinsky entertains the committee, and 
must say that there fable Krylov which 
here very attractive and not inapt. 

“It seems, according Krylov, that poor 
serpent was unhappy because everyone the 
garden was afraid him, and concluded 
that the fear was due his unfortunate voice 
and the noises made. the serpent pleaded 
with Jupiter give him the voice night- 
ingale. And Jupiter endowed him. 

“Up the tree then went the serpent and 
draped himself round attractive bough and 
started sing with all the warm and seduc- 
tive charm the nightingale. 

“By and by, all the birds the forest came 
creeping around, charmed this strange mu- 
sic from the large stranger there. But one 
came very near him. 

“So the serpent asked angrily, you dislike 

said the starling, ‘it melodious and 
wonderful, and you sing well nightin- 
gale. But must confess you that our hearts 
were troubled when, you sang, saw your 
sting. enjoyed hearing you sing, but please, 
please, sing little farther away from 

Mr. Vishinsky demonstrated his ability rise 

the occasion when, the afternoon session, 
made this rejoinder. 


“It would well,” told Mr. McNeil, “if 
you confine yourself English fables, for per- 
haps your repertory more complete. You 
made the mistake not studying all Krylov. 
One “The Slanderer and the Snake.’ not 
going tell you whom thinking of, you 
can interpret you wish. 

“The snake and the slanderer, according 
Krylov, engaged solemn argument 
which should first, and each said the honor 
should his. The problem came before Beel- 
zebub and had adjudicate judge 
the animal kingdom. 

“Beelzebub said the snake, ‘Although 
recognize the merit your case, yet must 
justly assign precedence him. 

“*You are evil, said Beelzebub the snake, 
‘and most deadly your fang, but you cannot 
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wound from afar like the deadly tongue the 
slanderer, from which there escape even 
though mountains oceans intervene. 
clear that more evil, give place him, 
and the future behave more quietly.’ 

“Since then, slanderers have been more hon- 
ored than snakes hell.” 


John Stuart Mill, early speech the 
British Constitution, told his audience the Lon- 
don Debating Society this fable, which consid- 
ered “worth thousand syllogisms.” 


Once upon time there happened in- 
surrection among the beasts. The little beasts 
grew tired being eaten the great ones. 
The swinish, goatish, and sheepish multitude 
grew weary the sway the intellectual and 
virtuous. They demanded governed 
just and equal laws, and security for these 
laws, subject representative govern- 
ment. The Lion, finding himself hard-pressed, 
called together the aristocracy the forest, 
and they jointly offered rich reward who- 
ever could devise scheme for extricating them 
from their embarrassment. The Fox offered 
himself, and his offer being accepted, went 
forth the assembled multitude and addressed 
them thus: ‘Surely, friends, you would not 
deny others the advantage which you seek 
partake yourselves. The only true repre- 
sentation representation classes. The tig- 
rish interest should represented, the wolfish 
interest should represented, all the other 
interests should represented. royal mas- 
ter has objection anarchy, but 
enemy rational and well-regulated free- 
dom: any other sort representation never 
will agree to, but class representation con- 
sents grant.’ The people, delighted have 
the name representation, quietly dispersed, 
and writs were issued the different interests 
choose their representatives. 
chose six tigers, the panthers six panthers, the 
hyaenas six hyaenas, and the wolves six wolves. 
The remaining beasts, who were only allowed 
choose six, chose common consent six 
dogs. The parliament was opened speech 
from the Lion recommending unanimity. When 
this was concluded the Jackal, who was Chan- 
cellor the Exchequer, introduced the sub- 
ject the Civil List, and after long pane- 
gyric the royal virtues proposed grant for 
the support those virtues 1,000 sheep 
year. The proposition was received with ac- 
clamations from the ministerial benches. The 
Tiger happening the opposition made 


TODAY’S SPEECH 


eloquent speech which enlarged much 
upon the necessity economy, inveighed bit- 
terly against the profusion ministers, and 
ended moving that His Majesty must 
humbly requested content himself with 999. 
The dogs declared that kings must eat, they 
had objection His Majesty devouring 
many dead sheep pleased, but solemnly 
protested against his consuming any their 
constituents alive. This remonstrance had its 
natural effect. The first impulse the repre- 
sentatives the aristocracy was fall tooth 
and nail upon the representatives the people. 
The Lion, however, representing that such con- 
duct would dishonourable, and the Fox 
that might provoke renewal insurrec- 
tion, they abandoned the intention worry- 
ing these demagogues and contented them- 
selves with always outvoting them. The se- 
quel may guessed. The Lion got his thou- 
sand sheep, the Fox his pension 100 ducks 
year, and the panthers, wolves, and the other 
members the aristocracy got many kids 
and lambs quiet way they could de- 


That how Mill dealt with the subject class 
representation his speech aimed convince 
his audience the need parliamentary reform. 
Here one sentence fable great British 
orator, Edmund Burke, from his Reflections the 
Revolution France. “Because half-a-dozen grass- 
hoppers under fern make the field ring with 
their importunate chink, whilst thousands great 
cattle, reposed beneath the shadow the British 
oak, chew the cud and are silent, pray not im- 
agine that those who make the noise are the only 
inhabitants the field; that course, they are 
many number; that, all, they are other 
than the little, shriveled, meagre, hopping, though 
loud and troublesome insects the hour.” 


Speakers are constantly seeking for-instances 
for their speeches. The and Ben- 
net Cerf sources for such material have their ob- 
vious limitations. But the fable form limitless 
its possibilities. you can’t find one Aesop, 
Lessing Fontaine meet your particular 
need, write your own. 


(1) Phrase your moral idea illustrated 
simply and pointedly. 


(2) Select your characters animal, mineral 
vegetable. Remember this study 
contrasts; human frailties opposed 
strengths, right versus wrong, wisdom 
against ignorance. 
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(3) Give your characters the qualities man. 
Make them speak. 

(4) Give virtue, wisdom, truth and right their 
rewards. 

(5) Revise your fable carefully cut out un- 
necessary verbiage. Strive for precision and 
conciseness. 

your fable. Will interesting? All 
audiences love story. The fable has just the right 
balance concrete and abstract maintain in- 
terest. Will memorable? This simplicity 
the story will help your audience recall, associa- 
tion will make the point this 
instance. 


Nels Juleus, whose article advising the use 
fables persuasive device will arouse great 
deal thought, not above using them himself 
when occasion warrants. preparing the article, 
planned use one fable which proved unavail- 
able under the copyright laws. Thereupon, 
subsituted another commentary sent the 
editor the following: 

you are not completely unfabled this 
time would like share with you delight- 
ful Ade fable which seems have particular 
application this instance. called “The 
Fable the Girl Who could Compromise 
Pinch.” 

Sentimental Totty told the Girl Friends all 
about her kind Man. She said she would 
drop the Flag all Farmers. she 
get one the Scratch Division she would 
without. 

“The Man who wins cardinal Regard 
must Tall and Dark, with Raven Hair 
tossed back from Brow Alabaster White- 
ness,” she said, she reached for another 
Olive. “He must Brave, yet Gentle. would 
have him Chesterfield Manners and 
Bright Winston Churchill. Thought and 
Speech must pure and unsullied. With- 
al, Strong and Manly. who 
would hold down Rocking Chair must 
Chivalrous Gentleman, and don’t you for- 

get it.” 


One Man’s 
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That evening Red-headed Boy wearing 

striped Flannels and smoking Bulldog Pipe 

came the Front Gate and Whistled. She 

upset four Flower Pots getting him. 
Moral: Nothing ever works out according 

Specifications. 

This one lesson learned from fables. 


CREDO SPEECH TEACHER 


From Mrs. Elnora Carrino, Speech Super- 
visor for the State New York, comes the follow- 
ing credo, which she keeps the wall above her 
desk. Teachers old and new will find thought- 
provoking: 

have been inspired teach; from this day on, 
need exert myself that will inspire pu- 
pils learn. This inspiration, need remember, 
grows daily. The prime attributes effective 
teacher are not all inherited, learned, acquired 
the same time; neither are these attributes 
achieved for all time, never enlarged upon, 
weeded out, adapted, re-vitalized. 

“AS ORGANIZER, must “chart 
course:” for the classes teach, for the school re- 
sponsibilities expected assume, and for 
family, religious, and civic duties. This chart must 
include specific aims, addition frank ap- 


(Continued page 33) 
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Opinion 


Common Speech Practices 


That Annoy Audiences 


Ralph Schmidt 


Dr. Schmidt, Ph.D., Syracuse, Associate Professor Speech Utica 
College, presents another his stimulating articles 
problems confronted speakers. 


HERE ARE MANY PRACTICES which are common 
speakers which annoy and irritate alert and 
intelligent members audiences, practices which 
the effective speaker avoids. 

Perhaps the most common these practices 
that falsifying. Unfortunately, practice 
common the most moral men. indulged 
men public life, and men who would 
like and are actively seeking public life. 
also practice those who avoid public life. 

found most frequently introductions 
speeches, where confused with rhetorical 
exaggeration. speaker who often tells his audi- 
ence that “As was way the hotel this 
evening, keep promise talk with you about 

volved situation unusual that cannot help 
but tell you about follows this statement 
with series purported facts which are, indeed, 
unusual (or would they had actually hap- 
pened him). The experience one which illus- 
trates clearly the theme message which the 
speaker has chosen present and “leads in” 
that prepared message beautifully. appears 
ideal introduction. 

But there are individuals his audience who 
know where was immediately prior his ap- 
pearance the hotel, know that the experience 
related could not have taken place stated! 
There are other individuals the audience who 
have heard this same identical unusual experience 
related other speakers other occasions, and 
who cannot induced accept coincidence 
the fortuitousness the event for each speaker. 
There are still other individuals the audience 
who recall reading just such unusual experience, 
either recently the past, printed publi- 
cation. 

The attention and interest these members 
the audience gained and held the speaker, 
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but not centered the theme message the 
speaker trying present. is, instead, centered 
where and when the individual heard read 
that story why the speaker tried 
make them think that had actually had such 
experience, and whether not the speaker 
just unreliable about other purported facts, 
and whether will worth their while listen 
him. 

This falsification, not rhetorical exaggera- 
tion. The latter exaggeration something 
which everybody knows and understands 
exaggeration and which done, not with the intent 
deceiving, but for the purpose creating good 
will. speaker uses rhetorical exaggeration, for 
example, when says, the world’s worst 
golfer; what happened the course this afternoon 
was Every one knows that there 
must several worse golfers somewhere the 
world and, the speaker happens hold club 
championship that very community, every one 
knows that the way belittling his 
own achievement. 

There are, furthermore, ways using good 
story and personalizing without falsifying. There 
are ways making sure that the audience knows 
that the speaker not trying give the wrong 
impression. One these use the little word, 
“suppose.” “Suppose that, was way 
the hotel this evening The use just that 
one word pertinent points changes the story and 
restores the ethical standing the speaker! 

Another way give credit the original 
source the story. sure that most you 
have read the story which recently appeared 

and that you remember it. I'm going 
tell again because feel that makes un- 
mistakably clear the point that want discuss 
with you...” Such statement straightforward. 
The audience interested finding out the 
story told the one they think is, and 
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see just what way that story bears upon the 
announced title the speech. When 
comes from another speaker instead publica- 
tion, just easy say “One America’s best 
loved speakers (or most famous, other accurate 
designation frequently tells this story illustrate 
the 

second very common and very annoying prac- 
tice (and speakers who ought know better) 
that stating the title the speech immediately 
prior the opening sentence. the title your 
speech has been given the program chairman 
intreducing you the audience, there 
need for you repeat it. printed the 
official program for the occasion, was mailed 
advance the membership, appears the 
bulletin board marquee, there need for 
you repeat it. has not appeared been 
given the audience any the above men- 
tioned (or other) ways, there still need for 
you make point stating it. 

The purpose the title create interest 
your topic, get the audience want hear 
you speak this subject. the audience al- 
ready there, and you are going begin your 
speech with your next sentence, how much time 
there for the statement the title create 
additional interest? Seconds the most! why 
try? Get with it! 

When the speaker finds necessary state 
his title, older members the audience are likely 
find themselves reminiscing back the days 
when prize speakers stepped the platform, curt- 
sied bowed, took step forward, announced 
their selection, took step backward, then began 
speak. The contrast between the nostalgic picture 
the past and the adult (or addled) speaker 
modern dress contributes the annoyance and 
irritation the practice. 

Begin your speech with your introduction, not 
your title! the title was well chosen, will ap- 
pear unmistakably your speech progresses. 
was not well chosen, its lack appearance will 
boon. 


third common practice which annoys listeners 
that changing the topic without any advance 
warning the auditors. Most groups which re- 
quest and invite speeches also give publicity 
the speakers and their topics. They give ad- 
vance publicity well publicity after the event. 
People who come hear the speaker and his 
message are anticipating that specific subject 
given unique treatment the speaker 


capable giving it, accurate and clear, 
inspiring entertaining. Some members 
the audience have made sacrifice order 
there because they desire (may even 
knowledge that subject. blithely pre- 
sent another speech another subject (or aspect 
the original subject) irritate and annoy 
some members the audience (it should all) 
the point overt expostulation although too 
frequently those seated nearby instead directly 
the speaker! 

The least the speaker can explain 
his remarks that not developing the 
topic which had promised, giving some cogent 
reason for his dereliction, and clearly stating the 
topic and theme which his intention develop 
place the promised address. This makes 
possible for those the audience who came espe- 
cially hear the advertised address leave quietly 
and unobtrusively. makes possible for those 
who remain reorient themselves and become 
receptive the “new” message. Unless the reason 
for the change truly cogent, however, there al- 
ways remains some rankling and exasperation. 


fourth common practice which annoys lis- 
teners and predisposes them antagonism toward 
the speaker the practice greeting everyone 
the platform and the room before beginning 
the speech! When every individual and group 
represented included the greeting, the irrita- 
tion both the time consumed and the for- 
mality and old-fashionedness the procedure. 
When individuals less important the occasion 
are inadvertently omitted from the greeting, 
when large segments the audience are not in- 
cluded, the irritation the ineptness, inconsde- 
eration, pompous ignorance the speaker. 
matter what the case, the results are not good for 
the speaker! 

The antiquated greeting the formal debater, 
“Mr. Chairman, Honorable Judges, Worthy Op- 
ponents, Ladies and Gentlemen,” almost balm 
our ears when compared with that some 
speakers mistakenly seeking good will for them- 
selves: “Mr. Chairman, Judge Black, Colonel 
Brown, Reverend White, President Green, District 
Potentate Orchid, Distinguished guests from Alpha 
Chapter, Distinguished guests from Omega Chap- 
ter, Brothers and Sisters the Loyal Order Rhe- 
toricians, Ladies and Gentlemen.” 

All the above individuals and groups could 
have been combined into the simple “Mr. Chair- 


(Continued page 12) 
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The Football Coach Speaker 


David Parry 


Mr. Parry, teacher Michigan City, Indiana, presents interesting 
data the speaking football coaches, based his thesis, 
written Ohio University. 


NOVEMBER 24, 1958, Sports Illus- 

trated pointed out that when Coach Forest 
Evashevski came Iowa 1952, there were 
Iowans the squad, and only four 
the foreign came from outside the 
area. This year players the 
63-man squad are from other states, including eight 
from Michigan, five from Ohio, and three each from 
California and New Jersey. Realizing that 
population was relatively small, lowa and Coach 
Evashevski have done what many other successful 
schcols have done, recruited star athletes from out- 
side states. 


Some this recruiting success can probably 
Sports Illustrated said: 


Articulate rather than glib, considered 
excellent speaker, talent which has been 
applied with success stubborn alumni and 
potential star half-backs well banquet 
audiences. 


The recruiting success other coaches, well 
Evashevski, sure, partly due persuasive 
and skillful speech. 


Such recruiting, even though frowned upon 
many people, especially some educators, some- 
what justified. one educator who sympathizes 
with coaches said: 


coach not like physician, banker, 
teacher Latin. cannot sit and wait for 
prospects come him. sure, can- 
not openly solicit clients. Nevertheless, 
must keep his name, his face, and the name 
his institution consistently before the public 
and especially before high school players who 
are looking toward college; and does 
not, within very few years will arise new 
generation which knows not his school, his 
athletics, nor himself. 
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Score 


This article will attempt show just how signi- 
ficant speech communication select group 
successful coaches, not only recruiting, but 
all phases their work. Questionnaires were sent 
200 well-known coaches; and 182 per cent 
returned their questionnaires. Such men Bill 
Beck the University Rhode Island, Danny Lit- 
whiler Florida State College, Ray Eddy Pur- 
due, Adolph Rupp Kentucky, Blaik Army, 
Duffy Daugherty Michigan State, Bud Wilkin- 
son Oklahoma, Gill Dodds Wheaton College, 
and Jess Mortenson the University Southern 
California were included. short, every state was 
represented least two outstanding coaches. 
All these men are greatly respected their field 
and enjoy lifetime won-lost records over .600. 


addition the opinions coaches, the opin- 
ions college and university speech professors 
will also included. These men, such 
Brigance, Craig Baird, Alan Monroe, Lionel 
Crocker, and Loren Reid, are considered experts 
the field speech communication. 


That speech communication 
fairly obvious. The degree which signi- 
ficant, however, questionable. one coach said, 
“Public speaking and/or just speaking clearly 
one person the most important asset coach can 
But another coach said, deaf mute 
could win had Oscar 
less, found that most coaches agree with the fol- 
lowing statement made Big Ten coach, “The 
success coach can definitely traced his 
recruiting ability, and that best served being 
able speak fluently.” 


The speech teachers thought that coaches ought 
skilled speakers. asked several speech ex- 
perts they had any experiences with coaches 
public speakers. Here what three men said: 
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recall such experiences all right, but 
would not want embarrass the coaches 
publishing them. Here the situation: Every 
coach must meet the public. must speak 
the student body. must speak the 
school alumni. must speak athletic ban- 
quests, rallies before games, and celebrations 
afterwards. Most coaches face frankly 
They learn how just anyone can learn fly 
airplane drive car. Speaking one 
the jobs coach must do. ought learn 
how. 


Our ccach, otherwise effective person, 
puts his worst foot forward pep rallies and 
public functions because his poor speaking 
ability, shouting into the microphones, using 
inappropriate material, etc. does not know 
the gentle art good public relaticns through 
effective speech and communication. 


For five years served faculty representa- 
tive one the Big Ten athletic conferences 
and observed many athletic coaches speech 
situations. Most these men exceeding- 
well public speaking, but feel sure that 
they have learned their skills the hard and 
expensive way. believe that they could have 
done good deal their learning college 
speech courses where failures would not have 
been costly. 

Speech experts apparently think that the speaking 
coaches leaves something desired. Never- 
theless, they respect the public speaking respon- 
sibilities coaches. 


TRAINING COACHES 


Surprisingly, about per cent the coaches 
had minored speech, and nearly all the coaches 
had taken some kind speech training while at- 
tending college university. 

The one speech course that most coaches had 
taken was general public speaking. was men- 
tioned nearly seven times often any other 
course. fact, per cent the coaches have 
had course general public speaking. addi- 
tion, per cent have had courses discussion, 
persuasion, and debate, and per cent have had 
courses one two more these courses. 
Apparently, those men who had anticipated coach- 
ing careers must have thought that speaking abil- 
ity was desirable skill develop. 

Every coach said that his speech training had 
been valuable coaching. one coach put it, 
After all, coaching largely the art getting 


athlete get word picture what you 
are trying put over, and unless you can talk 
well, this cannot conveyed. 
Eighty-eight per cent said was value teach- 
ing athletic skills. Ninety-five per cent said 
helped them public speaking, and per cent 
said was most valuable public relations. 
Every coach thought that speech training should 
included the prospective coaches’ curriculum. 
The one course that was needed for prospective 
coaches was general public speaking. was men- 
tioned 177 times; others mentioned frequently were 
persuasion (73 times) and discussion (66 times). 


ATHLETIC SPEAKS 


Most coaches give formal public speeches rather 
frequently. Such men Woody Hayes are asked 
speak often 500 times year. fact, the 
intercollegiate coaches averaged speeches year 
and had turn down other invitations each 
year. Even high school coaches spoke aver- 
age times year and turned down least 
two additional invitations. general, most coaches 
accept about per cent their invitations. Their 
audiences are usually banquet groups, coaching 
associations, and student assemblies. 

Every coach believed that skillful public speak- 
ing and good speech teaching were definitely 
important their work. Even though hear 
great deal about pep talks, most 
they are over-rated. Although cannot denied 
that per cent coaches counted heavily upon 
pep talks stimulate and inspire their teams, 
must pointed out that the other per cent 
not. 

The speech experts who cooperated also thought 
that speech training should included 
undergraduate curriculum for prospective coaches. 
Eighty-one per cent thought that should re- 
quired, while only nineteen per cent thought that 
should offered elective. They believed 
that coaches need least seven academic hours 
speech training prepare themselves adequately 
meet their speaking challenges. Broadly speak- 
ing, they thought that every coach should have 
least four hours general public speaking. 
addition, three hours might come from discussion, 
persuasion, debate. 


SUMMARY 


Most coaches think speech training important. 
They take colleges, like it, and believe 
especially useful their work. general public 


(Continued page 17) 
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SPEECH for the SECRETARY 


William Behl 


Dr. Behl (Ph.D., Northwestern) Associate Professor Speech 
Brooklyn College, charge the graduate program; for several 
years has conducted Workshops for the National Association 
Educational Secretaries. 


OME TIME AGO, SALESMAN walked into 
office with broad grin and happy coun- 
tenance. inquired about his happy mood. 
replied that Miss Smith, the secretary the main 
office, made him feel though was really 
wanted around the department. Naturally was 
pleased that our secretary had made him feel 
home because one the most important tasks 
good secretary establish favorable rapport 
with those who visit her office. secretary truly 
the window organization because 
usually the first one speak clients whether 
they call person telephone. What she says 
and the manner which she says sets the tone 
for the whole department organization. 
short, the speaking the secretary that makes 
her valuable her employer from the point 
view establishing favorable rapport with every 
person who visits her office. What are the basic 
principles speech that will help the secretary 
successful? 

There are least five prerequisites good 
speech for the secretary: (1) Thoughts and ideas 
worth listening to; (2) attitudes that reflect keen 
interest people and understanding their 
problems: (3) utterances that are readily heard 
and understood; (4) actions that are consonant 
with utterances; (5) ears that hear objectively; and 
(6) language that appropriate for the occasion. 
Some these principles are more important than 
others for the secretary, but they are all essential 
for effective communication. 


What necessary make secretary worth 
listening to? the first place, she must know 
the mission and functions her office. This simply 
means that she must know the scope and the limi- 
tations her position, and 
able distinguish between the relevant and the 
irrelevant. Expressions indecision, doubt, and 
confusion the part the secretary tend 
create the impression that the entire organization 
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disorganized and inefficient. This not good 
for her for her employer. the second place, 
she must know her boss: she must know which 
decisions she can make, and which ones she must 
defer her boss. addition, she must know how 
handle those matters which are delegated 
her. the third place, secretary must know and 
understand people; she must aware the needs, 
desires, and idiosyncrasies those who frequent 
her office. Knowledge people enables her 
communicate effectively with them. Her approach 
may vary from formal informal humorous 
serious, depending upon the specific individual and 
the particular situation. Some may ask what all 
this knowledge has with effective communi- 
cation. Just this: most people listen and have 
respect for the secretary who knows her business. 
Oral communication two-way involving 
speaker and listener. command attention 
and respect, secretary must know her business. 


Another significant principle speech for the 
secretary that her voice and action reflect her 
attitude toward others. secretary can set the 
tone the whole office her feeling for others. 
secretary must interested the needs and 
desires those with whom she deals. she 
more interested herself than her listeners, she 
will reflect that attitude everything she says 
and does. Some the attitudes which contribute 
poor client relationships include the following: 
just work here don’t know much about the 
office”; “We all have problems, don’t worry much 
about yours”; not interested your prob- 
secretary who reflects these attitudes 
through her voice and action will not establish 
good rapport with clients; she must sincerely 
interested dealing with people. 

There little doubt that the attitude 
toward others and toward herself will reflected 
her voice and action, but even though her 
attitudes are exemplary does not follow that her 
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voice and action will appropriate. Either through 
poor training from habit, her delivery may not 
true mirror her real attitudes. Some secre- 
taries develop the habit speaking with lazy lips, 
lazy jaw, and lazy tongue, which say that 
their speech slovenly and indistinct. Other secre- 
taries are habitually tired and worn out, which, 
course, reflected their manner speaking. 
Others are under constant emotional strain, which 
soon reflected what they say well how 
they say it. for any these reasons, and many 
others, delivery inappropriate, she 
should consult reputable speech expert. 

Next, actions should telegraph 
message confidence, poise, competency, and in- 
terestingness. This whole matter approaching 
client with “whipped-dog” posture, 
posture, looking the floor out the window 
does not establish good rapport with the listener. 
secretary really knows her job, she really 
interested the kind persons who frequent her 
office, her whole physical being will reflect con- 
fidence, poise, and graciousness: she will approach 
persons with posture that erect yet not stiff, 
and alive yet not “bouncy;” she will meet clients 
with smile and graciousness which make them 
feel they are really wanted. 

Good speech for secretary two-way mat- 
ter: she must not only talk, but also consider- 
able amount listening. order respond ef- 
fectively and intelligently, secretary must have 
heard what was said. She must want listen. 
secretary does not wish listen thinks that 
she does not have listen, she will probably make 
irrelevant and incongruous replies which will only 
serve hinder good client relationships. There are, 
undoubtedly, many times when secretary would 
rather not listen client, but she must develop 
the habit listening with keen and sympathetic 
ear; that part the communicative process. 


Finally, important that secretary use good 
language, but what meant good language? 
fundamental, course, that secretary use good 
grammar, but probably more important that 
she make the right choice words. With rare 
exceptions, the secretary should use informal 
style which accurate, forceful, and simple. Ac- 
curacy achieved, for the most part, the use 
specific and concrete words which have the 
same meaning for the listener they for the 
secretary. Sometimes necessary add many 
qualifying words, dates, etc., make words con- 
vey accurate meanings. Forcefulness, another at- 


tribute good language, probably achieved best 
the selection exact words and exercising 
economy the number words used. The sec- 
retary who always says that the client “absolutely 
right” that the lady’s dress “simply exquisite” 
that her boss “just divine” probably exagger- 
ating bit; her words are not exact. And the sec- 
retary who attempts cover her lack 
edge the use excess verbiage probably not 
fooling the client and she certainly not being 
forceful. Finally, simplicity achieved best se- 
lecting common words convey meaning. Some 
secretaries look for technical words, new words, 
long words, unusual words and use them every 
opportunity. improve and enlarge one’s vo- 
cabulary laudable endeavor, but flaunt one’s 
vocabulary indiscriminately sure way 
losing rapport with the listener. secretary should 
use words that are readily understood 
audience. 

What does good speech mean for the secretary? 
means that she must know the scope and func- 
tions the office, the wishes and desires her 
employer, and the idiosyncrasies the listener, 
she wants have ideas and thoughts worth lis- 
tening She must have healthy attitude toward 
herself and toward others she expects her voice 
and actions help her establish good rapport 
with the client. She must listen with keen and 
sympathetic ear she wishes make intelligent 
responses. Finally, her choice words must reflect 
person who honestly and sincerely trying 
communicate effectively with those who frequent 
her office. This big order, but executive secre- 
taries strive all these things. 


Practices That Annoy 
(Continued from page 


man, friends” “Fellow Rhetoricians.” 
4th July the greeting might well “Fellow 
Americans.” Valentine’s Day could “Fel- 
low Believers the Power Love.” Each occasion 
and each audience carries its own “built in” and 
appropriate greeting. Don’t stoop antiquated 
concepts the “proper” and approriateness. 
Yet, proper and appropriate the current 
situation. 

Just because speakers frequently 
(and other) practices, not emulate them blind- 
ly. Examine them, analyze them, 
effect the make your own 
mind about the practices which you will use! 
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Elements Research 


Hugh Davison 


Professor Education Penn State, and masterly statistician and 
research designer, Dr. Davison illustrates the elements research 
methodology they may used students Speech. 


WHEN ADDRESSED THE STATISTICS CLUB 
the university the topic objective test 
construction, many members were surprised the 
length which educator would get evi- 
dence learning. The membership the club 
consists professors mathematics, physics, geol- 
ogy, meteorology, chemistry, and psychology. All 
these scientific areas including education make use 
the latest research techniques solve the prob- 
lems our times. 


You and the craftsman and the business man, 
have common cause. need solve our prob- 
lems. need know: Will man succeed 
his job? Will the new product make money? Can 
better way found finance home? Can 
illness avoided? Parallel problems stated 
the physical and social scientists might be: What 
psychological makeup must man have order 
have high performance specific job? Can 
chemical processes used develop new 
product that will have higher performance lower 
cost than previous products this area? Does 
particular combination man’s earning history 
and present form economic cycles suggest new 
methods financing home? Can plan pre- 
ventive medicine which includes vocational guid- 
ance reduce the number working days lost due 
illness? 


The above four problems were rewritten 
form that made them more easily attacked. Per- 
haps these problems would further delimited 
before the scientist would actually attack the re- 
search procedure for their solution. Before prob- 
lem can solved must carefully defined. 
Let this time consider the steps scientific 
research. These steps can applied writing 
essay, making speech, and the conduct 
historical and experimental research. 

Elements research: 


NEED: introduction citing the need for 
the study. 
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PROBLEM: definition terms and forma- 
tion hypotheses tested problems 
solved. 


REVIEW LITERATURE: evidence from 
previous studies guides the design 
new studies. 


PROCEDURES: Laboratory data-gather- 
ing method which will provide the necessary 
evidence needed solve the problem. 


ANALYSIS data evidence, which brings 
out the reliability and validity the evi- 
dence; this may statistical philosophical 
analysis. 


CONCLUSIONS: answers hypo- 
theses problems. 


APPLICATIONS: the results human 
situations, recommendations, implications, 
and need for further study. 


The above steps are incomplete, but they form the 
general framework for the thought processes 
research. 


The design experiment for either social 
physical research challenge the investi- 
gator. Shall have method paired compari- 
sons? Shall there control 
groups? Are data available federal state 
documents? Can data gathered from persons 
who witnessed experienced the problem under 
investigation? Can the crucial elements 
data, test scores, counts, samples analyzed 
statistically test the variation from chance? Can 
the design constructed that the many con- 
tributing variables can factored out? Philosoph- 
ically, can the results the design, either positive 
thinking? Can procedure designed that 
can repeated another investigator? Can the 
results viewed with the possibility developing 
new scientific principle law? 
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The foregoing discussion has been general. 
illustrate the use research the social sciences, 
design set forth solve the following problem: 
What the best method teaching public speak- 
ing tenth graders? 

(This not review completed study but 
venture illustrate how social scientist 
might about solving problem. 

NEED. One the objectives public edu- 
cation have each child acquire the skill 
express himself orally, make his needs known 
his friends his community. 

PROBLEM. Which the following four 
methods the best use for the instruction 
tenth graders public speaking? 

The child writes speech, has read 
the teacher, then presents orally. 

The child gives speech following library 
research develop series cards notes. 

The teacher prepares series speeches, 
then follows each with discussion analysis. The 
student then develops his speech without further 
direction. 

The students prepare their speeches follow- 
ing critical analysis series recorded sam- 
ple speeches. 

REVIEW LITERATURE. This would 
help define and select the methods used and 
provide ideas about the measuring devices which 
apply the study. This may lead devel- 
opment speech analysis score cards that might 
better than those present vogue. 


PROCEDURE. looks four methods 
would require least four groups, that there 
would contamination one method upon 
the other. would interesting have fifth 
group, sometimes called zero group, control 
group. This group would asked the 
speeches without instruction any kind. The 
children the study should similar their 
initial ability that the results the experiment 
could attributed the method used and not 
some extraneous factor. 

further prevent contamination would 
advisable have the five groups five different 
high schcols. However, these schools should have 
has been shown affect learning. The teachers 
should judged have equal ability and inter- 
est speech. The teachers who taught the young- 
sters the last few years should likewise 
equated. The children groups should have com- 
parable verbal ability, indicated part score 
the California Test Mental Maturity one 
comparable. There would also need equiv- 


alence the curricular background the children, 
possible the experiment should performed 
children who have not had any previous formal 
instruction speech preparation. 

After unit school work dura- 
tion, the children would judged test speeches. 
For children each group this would amount 
125 speeches, possibly five minutes each. Judges 
listening each speech would have use scor- 
ing device remain objective 

The ANALYSIS the results would sta- 
tistical. The means, standard deviations, and distri- 
butions for each group would determined. The 
test would used see there were differences 
the statistics that could considered more than 
random occurrences. the were large and 
the tabled probabilities low, the methods could 
listed their order superiority. 


The analysis could lead CONCLUSIONS 
and subsequent recommendations and implications 
for the teaching speech. This study has not 
been tried. merely demonstrates how research 
worker given brand new problem goes about 
setting design for solution. 


design somewhat similar the above, Dr. 
Charles Diehl, while was Penn State, an- 
swered the question about the relationship voice 
quality and the ability that voice communi- 
cate facts. His study concluded that the pleasing 
voice did not well the hoarse 
ever, this but one aspect speech. may 
listen voices for other purposes than learning 
facts. These are interesting areas for scientific in- 
quiry and much research being conducted 
these general areas. 

teacher feel tempted wander into the 
many beauties wide variety designs and 
analyses related research. The amazing thing 
that many things thought difficult measure 
have now been reliably measured. possible 
measure creative ability. Studies Kieselbach 
and Brittain illustrate this. possible measure 
attitudes. Shisller measured the attitudes min- 
isters toward community. Rulon 
tudes toward war. possible judge the rela- 
tive singability songs Mitchell did his work. 
Athletic prowess has been related physical body 
Ability stay college has been measured 
interest tests. Job satisfaction has been mea- 
sured. The quality educational system has 
been measured. These and many more measure- 
ments vital the conduct research the social 
sciences have been part our research experience. 
research this type continues, perhaps the 
“cultural lag” may finally overcome. 
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Some Contributions Behavior Theory 


Persuasion 


Howard Hoffman 


Dr. Hoffman, Assistant Professor Penn State, shares 
with some his work the establishment “laws” human 


behavior. 


OST BEHAVIOR THEORISTS BEGIN 

down their subject matter into some manage- 
able unit. Typically, the “unit called 
the response; and the modern behavior theories 
its dimensions may vary anywhere from those 
the simple muscle twitch the complicated series 
acts that lead the pulling the appropriate 
lever national election. For the behaviorist, 
all responses have cause, and moreover, these 
causes ultimately reside the environment the 
organism. 

this point that the behaviorist and the 
man the street part company. idea 
precious the man the street his firm con- 
viction that his own responses are controlled 
nothing less than his will and that his will entirely 
free. idea more precious the behaviorist 
than the assumption that behavior lawful. 
course, behavior lawful then cannot ca- 
pricious and hence cannot free the ordinary 
sense the term. 

personally not know whether behavior 
capricious lawful. senses say that ca- 
pricious but senses are notoriously untrust- 
worthy. any rate, for have science 
behavior necessary that assume that there 
something sicentific about something 
uncovered namely, the laws behavior. 

general there are two kinds variables that 
affect behavior. These can summarized the 
terms stimulus and deprivation. For behavior 
occur, both factors must force. horse will 
not drink unless stimulated the sight water; 
neither will drink not under some form 
water deprivation. However, given control 
these variables clear that can lead horse 
water and make him drink. 

For the most part, persuasion would appear 
involve the stimulus end the dichtomy, for 
difficult see how the persuader can have much 
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control over the deprivations that have formed the 
immediate history his audience. would seem, 
then, that behavior theory may make its contribu- 
tion persuasion through the information that 
has offer with regard the general problem 
the stimulus control behavior. 

Now there are many kinds stimuli, but among 
them there one class that have very special 
property. These stimuli are known technically 
reinforcements and their special property 
found their capacity strengthen responses. 
Stated broadly, present reinforcing stimulus 
organism the behavior which was going 
that time will have high probability occur- 
ing again. general, behavior which reinforced 
increases probability, while behavior which not 
reinforced decreases probability. 

persuasion wish modify the 
repertoire responses. wish arrange that 
some future time, and under the appropriate 
circumstances, the listener will behave some par- 
ticular way. this end there probably single 
tool that more useful than reinforcement. 
making this statement realize that there are many 
our society who feel that really effective control 
behavior achieved only through the 
use aversive practices (punishment for example 
and abundantly clear that, far the organ- 
ism concerned, reinforcement, reward, any- 
thing but aversive. turns out, however, one 
the main troubles with the use aversive stimu- 
lation that the practice almost invariably pro- 
duces undesirable side effects. For example, pun- 
ishing organism produces fear not only the 
thing, act, that punished, but produces fear 
the punishing agent. 

addition its unfortunate side effects, how- 
ever, punishment, according the information 
available present, does not produce the main 
effect for which intended. Typically ad- 
minister punishment (in the case persuasion, 
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effort eliminate some responses from the 
repertoire the audience. While true that 
there will lowering the probability the 
response result the punishment, the decrease 
will only temporary; and can expect the re- 
sponse come back full strength when the 
threat punishment dissipated. will not try 
develop the experimental literature this sub- 
ject, except say that the problem has been in- 
vestigated Estes and that the results seem 
quite Punishment may temporarily sup- 
press, but will not eliminate, response which 
already exists the repertoire organism. 

Earlier had said that behavior which rein- 
forced increases probability, while behavior 
which not reinforced decreases probability. 
should have added the terms “with relative per- 
manence” complete the picture. such, then, 
build and shape behavior through the medium 
reinforcement, and eliminate behavior 
through the practice simply withholding rein- 
forcement. The opposite reinforcement non- 
reinforcement not punishment. 


Reinforcement, suggested earlier, pro- 
cess involving the manipulation stimuli, and 
would like, for moment, take close look 
some the details this process. The research 
Skinner and his associates provides 
with considerable evidence support the hy- 
pothesis that the effect reinforcement (a) im- 
mediate, and (b) organism’s be- 
point this stream responses, reinforcing stim- 
ulus presented, the response which will gain 
strength the response which was occuring the 
precise moment reinforcement. Now this was 
extremely important observation Skinner’s 
part, for knowledge this immediate and auto- 
matic effect reinforcement that makes possible 
for understand something the mechanisms 
that enable even the lower organisms develop 
tremendously complicated repertoires behavior. 
through the elucidation this surprisingly 
simple point that think behavior theory can make 
its biggest contribution persuasion. 


persuasion, least from the somewhat my- 
opic view that taking, the stimuli which im- 
pinge upon the audience are composed, large 
extent, the verbal productions the speaker; 
and, therefore, becomes appropriate ask 
whether, and how, the verbal output the 
speaker can act reinforcement. One the more 


dramatic examples research into this question 

turned loose upon unsuspecting populace 
New York some his more advanced students 
behavior theory. These students were instructed 
see they could, using attention and agree- 
ment reinforcement, produce increase the 
rate which people would express matters opin- 
ion. The student would select subject, friend, 
relative, neighbor, acquaintance) engage 
him conversation, and then, whenever the sub- 
ject expressed statement beginning with, 
lieve, think, seems me,” and the like, rein- 
forcement would delivered saying, 
right, agree, it’s true” and on. The effect 
was powerful. The subjects showed very rapid 
increase the rate which they expressed opin- 
ions, and then, later phase the experiment, 
when reinforcement was withdrawn, they showed 
the characteristically slow decline rate that oc- 
curs when the relationship between behavior and 
reinforcement broken. During these casual con- 
versations, the experimenters the students, that 
kept careful records. They did keeping 
their eye the clock and tallying the responses 
inconspicuously the doodles that each them 
pretended draw while conversing. 

The interesting, and perhaps important obser- 
vation made here that when the records 
were decoded and summarized, was found that 
there were major real differences between the 
records those few subjects who caught on, and 
the records those subjects who were completely 
unaware that their behavior was being controlled. 
Apparently, lack awareness not necessary 
condition for reinforcement have its effects. 


One the well-known properties behavior 
its variability. Because this variability be- 
comes possible use reinforcement not only 
strengthen behavior that already force but 
create new forms behavior. 
known formally “the method approximations” 
and referred laboratory slang “shaping” 
nicely illustrated the story the class that 
decided cause their professor deliver his lec- 
ture from the corner the room. The agreed-upon 
reinforcement was attention. was planned that 
during reinforcement the class would sit forward 
their chairs with looks great interest; other- 
wise they would assume their normal attitude 
bored indifference. The plan stood seemed 
very good, but after week classes became 
obvious that the semester might well end before 
their plan had even possibility success. Unfor- 
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tunately, the professor never ventured into the 
corner and hence never gave response which 
qualified for reinforcement. this stage the stu- 
dents agreed adopt new plan. first they 
would reinforce any movements toward the cor- 
ner, then reinforcement would delivered when- 
ever the professor was within five feet the corner 
and finally reinforcement would delivered only 
the professor was actually lecturing from the 
corner. you probably suspect, the end 
the first hour the new plan the professor was 
found with his back against two walls, lec- 
turing class which was honoring him with the 
most gratifying form rapt attention that had 
ever received. 

Clearly, the plan adopt reinforcement not 
without its pitfalls. you can see, certain these 
pitfalls can overcome the process shaping 
that is, reinforcing closer and closer approxi- 
mations the response that are primarily in- 
terested in. There is, however, second danger 
that befalls the persons who dispenses. There exists 
the possibility that unless the reinforcements are 
skillfully managed, superstitious behavior will de- 
velop the part the subject. 


The concept superstition, used the be- 
haviorist, perhaps best illustrated study 
Skinner which food-deprived pigeons were given 
access grain for short interval once every fifteen 
seconds, with reference whatsoever the birds’ 
After time the birds developed rather 
bizarre forms behavior. One bird would con- 
tinually make tossing movements upward with 
his bill, lifting invisible bar. Another would 
make brushing movements, directed toward, but 
touching, the floor. Some would turn, others would 
hop. All this, course, despite the fact that 
there was built-in relationship 
forcement and the response which eventually ac- 
quired strength. 


When analyze the situation, seems clear 
that superstitious behavior could not develop re- 
did not automatically strengthen the 
response that was going the moment rein- 
forcement. Nor could superstitious behavior devel- 
the effects single reinforcement were 
weak. What happens that some unselected bit 
behavior accidentally reinforced and undergoes 
enhancement strength. This increases the 
likelihood that the same behavior will occurring 
when the next reinforcement scheduled ap- 
pear; does occur the moment the next 
reinforcement, course undergoes further 
enhancement strength and the process con- 
tinues. Because accidental contingencies be- 
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tween responses and reinforcement, behavior be- 
comes strengthened which can quite properly 
described superstitious. many situations, 
may better not reinforce all than run 
the risk creating undesirable superstitious be- 
havior. 


the beginning this paper said that did 
not know whether not behavior was lawful. 
course still don’t know, but, you can see, 
have assumed that is, for the very simple reason 
that this assumption seems provide useful in- 
sights into the problems managing behavior. 
trust that these insights will generalize 
persuasion. 
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FOOTBALL COACH 


(Continued from page 10) 


speaking course seems the speech training 
preferred most coaches. 

These men think speech training worthwhile 
that they encourage requirement for pros- 
pective coaches. 

Coaches are asked speak often. They accept 
most these invitations. College and university 
coaches more speaking than high school coaches. 
engagements are banquets, 
coaching associations, student assemblies, radio, 
television, service clubs, and alumni groups. 

The one phase coaching which good speech 
seems most important public relations. Pep 
talks are not important one might think. 
About two coaches out five count heavily upon 
pep talks inspire their teams. 

Speech professors also think that speech train- 
ing should required for prospective coaches. 
They maintain that least seven academic hours 
are needed four general public speaking and 
three hours either discussion, per- 
suasion, 

From the opinions expressed coaching and 
speech experts, can draw least two general 
conclusions. First all, effective speech, which 
ought interesting, entertaining, stimulating, 
and convincing, vitally important successful 
coaching. Secondly, coaches professional people 
ought encourage young men entering the field 
study, develop, and practice good speech. 
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MEMO 
To: Department Heads and Professors Speech 
HISTORY THE SPEECH ASSOCIATION THE EASTERN STATES, 
Professor Herbert Wichelns Cornell, same format 
SPEECH, has been published, cost $1.00 per copy. 
The number available for sale non-members SAES only 600. 
You will want (probably two copies) for your university library, 
well one more copies for yourself and staff members. 
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Wiley Bowyer 
Executive Secretary, SAES 
Mineola Public Schools 
200 Emory Road 
Mineola, 
AMERICAN THEATRE WING 
Bowdoin College 
Professional Training Center 
Fall and Spring Semester Courses for Beginners Speech Workshop 
also 
Professional Workshops The Oakes Centre Bar Harbor, Maine 
Co-Educational June 28-Aug. 1959 
PRODUCTION MANAGEMENT 
and program designed assist classroom teachers 
Youth Theatre Workshop Speech improvement their students. Courses: 
Speech Development, Normal 
Boys Girls, 8-12, 12-16 Speech Research and Program Building. Resident 
Menken, President students: credits, board and room $282 plus $10 
Guthrie McClintic, Drama registration. Non-resident students $22 credit 
Jule Styne, Musical Theatre plus $10 registration. For brochure 
Professor Albert Thayer, 116 Sills Hall, Bruns- 
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SUBLIMINAL RESEARCH 


Implications for Persuasion 


Louis Cheskin 


Director, Color Research Institute, and author HOW PREDICT 
WHAT PEOPLE WILL BUY and forthcoming book, WHY PEOPLE 
BUY (Liveright, New York) and other books. Dr. Cheskin de- 


level. have evidence that most perception 
below the threshold consciousness. 

Subliminal perception plays vital role the 
distribution consumer goods, particularly the 
advertising field. Brand identity built the 
mind means advertising and pub- 
licity which the consumer rarely aware. Re- 
search shows that most the communication about 
products that reaches the consumer subliminal. 

All are influenced advertising without 
being aware that influence. People are motivated 
tain product, but often they are not aware that 
they have been motivated the particular 
commercial. Generally, they are not conscious that 
they have been motivated any advertising. They 
merely the store and buy the product without 
any thought about what motivated them. 

The following excellent example the 
subliminal effect advertising. man walked into 
men’s wear shop and asked for Knox hat. The 
salesman said that they carried Stetson hats which 
are the same Knox. The man insisted having 
Knox and went three stores before found 
Knox hat. Why did insist having Knox? 
When the question was put him, said 
did not know why. thought that Knox hats 
were the best. When was pointed out him 
that his old hat was Mallory, said had 
recently found out that the Knox people made 
better quality hat. could not remember where 
the information came from. 

The man invited his home for dinner. 
the way his house his car, saw billboard 
advertising Knox hats. learned that the billboard 
had been there for over two months and was 
plainly visible from the intersection with stop and 
lights. Obviously this billboard motivated the 
man want Knox hat. 
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livered this paper the Convention Chicago, Dec. 29, 1958. 


This subliminal effect subconscious effect 
should not confused with the recent publicity 
given subliminal projection. Subliminal projection 
more the realm the occult than the scientific. 
should not confused with the effect all 
good advertising subconscious level. ef- 
fective ad, poster, T.V. theatre commercial 
effective both conscious level and sub- 
conscious level. Any that affects the subcon- 
scious mind can also affect the conscious mind. 
Putting another way, sometimes individual 
other times does not know that his desire 
buy article had been brought about ad. 

There perception without sensation, and 
perception can either conscious unconscious; 
that is, the effect can below the threshold 
consciousness, subliminal. The exponents sub- 
liminal projection claimed that the messages could 
seen only subliminally; the viewers could not 
see the commercials they wanted to. 

Immediately after subliminal projection was 
publicized and taken seriously many (some 
whom should have known better) said inter- 
views with the United Press, Printers’ Ink 
and others that “invisible” commercials theatres 
are rubbish; that they are the same category 
with flying saucers and prenatal regression under 
hypnosis. 

People are motivated all sorts factors 
which they are not aware, and since they are not 
conscious these factors they cannot tell about 
them. most instances, people cannot say whether 
they like not like something, because they 
are not aware its effect them. other words, 
consumers cannot tell that they are moved buy 
they don’t know that they are motivated it. 

Few consumers are aware that they transfer 
the sensation from the package the product. 
one test, gave 200 housewives three kinds 
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coffee use. Most the housewives reported 
that one them was much better quality than 
the other two. Actually all three were exactly alike. 
Only the containers were different. The house- 
wives transferred the sensation from the package 
the contents. 


The following case excellent illustration 
the inability people tell what they prefer 
and also shows that verbal indifference very 
misleading. 

Each woman group who participated 
interior decorating contest was offered purse 
prize. The purses were available four colors 
red, green, blue and yellow. “Which color you 
want?” each woman was asked. the group 
forty-nine women, fourteen said they wanted red, 
eleven said blue, five yellow and two green. Seven- 
teen the women said, don’t care which color 
get.” 

The women were later asked come 
the counter choose their purses. The fourteen 
who said they wanted red, took red, the eleven 
who said they wanted blue, took blue. the five 
who said they wanted yellow, one took red, one 
took blue and three took yellow. the two who 
said that they wanted green, only one took green 
and the other red. the seventeen who said they 
didn’t care about the color, twelve took red purses 
and five took blue ones. 


direct interview type research, those 
women who expressed indifference would likely 
not have been counted. Actually, these same con- 
sumers revealed that the red purses had the highest 
preference, the blue ones the second highest. The 
green and yellow purses actually rated lower than 
they would have those who expressed indiffer- 
ence the colors had been omitted from the total. 


Over twenty years testing reactions 
unconscious level has shown that people reveal 
their preferences and attitudes spontaneous ex- 
pressions and unconscious reactions. situa- 
tions which there are ego-involvements, which 
prestige identification factors are present and 
which defense mechanisms play part, should 
not expect expressions real preferences true 
attitudes. 


individual may the opinion that 
hamburger and onion luncheon “tasty” and lob- 
ster Newburg luncheon “unappetizing.” But 
when asked which she considers better 
luncheon, hamburger and onion lobster New- 
burg, the answer may the latter, because has 


higher social standing; has prestige identification. 
Whenever socio-economic factors get into the test- 
ing picture, are confronted with prestige iden- 
tification factors. 


was found that generally individuals not 
like admit ignorance. When housewife being 
interviewed she strives appear intelligent. She 
does this because her ego involved. Her ego 
prompts her want appear intelligent. 


The following excellent example which 
ego-involvement and prestige identification played 
important roles. 

Before yellow margarine was available the 
market, five thousand women were asked whether 
they would use margarine were colored yellow. 
Over per cent they would not. 

There little doubt that large number the 
housewives were aware that they did not know 
what they would yellow margarine were 
actually available. However, because ego- 
involvement, they did not say, don’t know.” 
Each wanted give the impression that she knew 
what she wanted, although she was aware that 
she did not know. Many the respondents thought 
that they would use yellow margarzine, but most 
them believed they would lower their social 
positions the eyes the interviewer saying 
they would like have less expensive spread 
than butter. 


When guests luncheon were served yellow 
margarine and white butter, they enjoyed the yel- 
low servings (margarine) and rejected the white 
ones (butter) because they were too oily and 
greasy. 


There much evidence that frequently per- 
son uses words conceal true feelings. Sometimes 
tries consciously and deliberately hide 
attitude. Often the individual not aware try- 
ing conceal his feelings. 


For example, smokers were interviewed about 
two package designs for cork tipped filter cigar- 
ettes. One package carried crest the front 
panel and the other package illustration 
cork tipped cigarette. all other aspects the 
packages were alike. The smokers were asked, 
“Which the two packages you prefer for this 
brand cigarette and why?” Most the respon- 
dents expresssed preference for the package with 
the illustration because, most them said, they 
could see what was the package. However, 
association tests, conducted unconscious level, 
the package with the crest rated much higher than 
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the one with the cigarette illustration. Few could 
would say that crest influenced their choice 
but the controlled association test 
unconsciously, the crest determined their choice. 

buying situation the consumer generally 
acts emotionally and compulsively, unconsciously 
reacting the ensemble colors, images and 
designs, which the subconscious are associated 
with the product. 

Because consumers transfer the sensations from 
the package the product brand unconsciously, 
they cannot tell anything about the relationship 
between the package and the product. Tests must, 
therefore, conducted unconscious level. 
the test the consumers have given the 
actual shopping situation. 

For most mortals, before there 
ception there has sensation, and order 
have sensation must have sensory organs. 

know man who has whistle with which 
calls his dog. The man cannot hear the whistle, 
but the dog can, because the dog has the organs 
that can receive the sound waves the special 
kind whistle. 

Insects can see colors that human beings cannot 
see, because they have the organs for receiving 
the waves light which make those colors. 

Subliminal perception and subliminal stimula- 
tion are always with us. The effectiveness ad- 
vertising mostly subliminal. other words, 
are not always conscious most the ads and 
commercials, but unconsciously are affected 
them. Actually, all learning processes are mostly 
subliminal. 

However, can influenced either sublim- 
inally consciously ads and commercials. 
should remember that the promoters subliminal 
projection claimed that the message could re- 
ceived only subliminally, never consciously. 


What are the implications for persuasion sub- 
liminal research and techniques? The vital impli- 
cations are not actually the research the 
techniques. The great implications are the ob- 
jectives, the purpose the research and the 
purpose the use special techniques that dis- 

Motivation research was developed because 
desire and need learn what really motivates 
individuals. need motivation research because 
people cannot will not tell what does and 
what does not have deep effect them. 
need motivation research because people either 
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not want reveal their true feelings they 
not know what affects them how. 

The crucial question is, want find 
out what has favorable effect people because 
want serve them the best possible way, 
because want give them what they truly 
need really want because want deceive 
them? 

marketing need not fear the idea de- 
ception. appealing package effective 
T.V. commercial will motivate the individual 
make first purchase, try the product, but 
that all. The life business depends con- 
tinuous sales. The second purchase depends more 
the quality performance the product than 
does the packaging advertising. 

The package the product what the gown 
the lady. true that make favorable 
impression lady has dress like lady. But the 
gown does not make the lady. has worn 
lady. 

motivation research have developed 
means for discovering the kind gown design 
and color which most flattering lady, but 
still not know how convert bad char- 
acter into noble one inferior product into 
one high quality. 
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CREATIVE 
DISCUSSION 


Rupert Cortright and George Hinds; 


both Wayne State University 


Fifth Avenue, New York 11, N.Y. 


June August 14, 1959 


Courses offered the Summer Sessions program include: 


Beginning Public Speaking 

Voice and Diction 

Play Directing 

Survey World Theatre 

Special Problems Course Speech and Hearing 
Creative Dramatics 

Speech Pathology 


Introduction Radio and Television 
UNIVERSITY PITTSBURGH SUMMER SESSIONS 
For further information write Summer Sessions, University Pittsburgh 


During the summer there will special events 
celebrating Pittsburgh’s Bicentennial. 


Integrating speech and communications 


ideas with current administrative and social 


practice, this important new book presents 


the concepts, techniques, and skills dis- 


cussion effective means improving 


human relations. The first part the book 


concerned with the philosophical aspects 


discussion; the second emphasizes useful 


techniques for discussion practice; and the 


third section presents variations practice 


related form, manpower utilization, 


and psychological involvements. unique 


and brief treatment speech skills needed 


discussion included. 
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Tapping The Sub-Conscious Mind 


Buehler 


Director Forensics for years the Kansas, and author 
debate handbooks, ten films and the widely used textbook, You 
and Your Speeches, Prof. Buehler suggests exercise encourage 
confidence and fluency (with analysis, organization, purposive 
adaptation, illustration, proof, etc., dealt with other ways). 


GOLD THEM THAR HILLS,” muses the old 
prospector, stroking his stubbled chin. Old Jeff 
knows that somewhere tucked beneath the rugged 
surface the vein containing the precious metal. 
Every speech teacher knows, should know, that 
beneath the rugged human exterior lies, stored 
the sub-conscious mind, wealth thought ma- 
terials essential the speaking process. 

About years ago incident occurred 
adult speech class which gave the writer some light 
how the beginning student may prospecting 
for ideas means exercise device for 
tapping the sub-conscious mind. This class was 
ordinary one. was composed twenty-two 
the city’s outstanding business 
men. this group the fraternal spirit was high and 
the men addressed each other their first names 
from the start. 

One member the group was the Board 
Regents the State Kansas. the second 
third night, brought distinguished guest, 
the president the American Bar Association, who 
was heralded the Western Plains Silver- 
Tongued Orator the soup and celery circuit. Be- 
fore the class session was over, our guest was in- 
vited say encouraging word about Speech 
training. His remarks impressed deeply. 

told story about young law student and 
his bout with public speaking. This law student 
sought his legal education partly night school 
and partly serving apprentice law 
office, and supported himself janitor the 
nearby courthouse. Realizing that his ability 
speak public was essential his career, 
yearned join public speaking class, but there 
was none available. his eagerness train him- 
self the art oral expression, sought en- 
gage the private services well-known professor 
public speaking whose studio was the city. 
knew the fees for private lessons would 
high. Fortunately, the professor was not mercenary 
nor ardent elocutionist. During his interview the 
professor gave wise counsel. 
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“Young man,” said, tell you how you can 
become effective speaker and you won't have 
take single Speech course read textbook 
spend red cent for private lessons. But there 
price pay, price patience, courage, and 
effort. You can teach yourself. Every morning, 
you make your rounds janitor, the time 
practice making speeches. you step into the 
courtroom sweep up, put down your coal bucket, 
lean your broom against the wall, take the first 
object you see the courtroom, and make three- 
minute speech about it. Time yourself the 
clock over the judge’s bench. first you may wan- 
der bit off your subject, but never falter. Get 
back the track and keep talking until your time 
up. this without fail every morning for three 
months and you will the road becoming 
effective public speaker.” 

This eager budding barrister followed the old 
professor’s advice with enthusiasm and determina- 
tion. started off making speeches about the 
clock, the Bible, the door knob, the broom, etc. 
Soon ran out objects the courtroom; then 
stepped the window and started selecting 
objects out doors. first, three minutes seemed 
impossibly long time, but soon was not 
enough. raised his sights five, then ten min- 
utes. His growth confidence and his improve- 
ment speaker were amazing. The self-gener- 
ated gift speech thus realized deeply influenced 
his entire professional life. became well known 
attorney but was even better known for his 
platform eloquence. 

this story the key unique method 
tapping the sub-conscious mind. After hearing Earl 
Evans relate this experience, privately did some 
brainstorming the matter and devised exer- 
cise which have used with gratifying results all 
these years among beginning students high 
school, college, and adult groups. The 
advice the young lawyer was somewhat refined 
and redesigned, but the basic philosophy under- 
lying the exercise remains the same. Perhaps the 
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sample session and observe its application. 

“Students, today are going play kind 
have good news; everyone can play it. You can’t 
wrong, and you might right. There 
only one ground you must take part. But 
take easy and don’t work too hard it. will 
call each you the paltform, one time. 
your sub-conscious mind stored plenty in- 
formation about some object which has been fa- 
miliar you since childhood. You will talk about 
one these. will not announce your topic until 
you have taken your place before the class. The 
moment you hear the topic, start talking about 
and keep talking until your time up. guide 
you and give you sense direction, would 
well first speak from association. What the 
topics reminds you of? What you think about 
first when you hear the topic? Second, talk about 
the object itself size, shape, color, use, kind, 
and the like. Describe it. Third, tell about some 
personal experience associated with the topic 
you can. This three-point formula kind life- 
saver. Use only you need help.” (The teacher 
writes the formula the board and calls the first 

Now word about the topics. The topics defin- 
itely deal with objects familiar the speaker since 
childhood and are specific and particular. use 
necktie, not clothing; pennies, not money; chicken, 
not poultry; bees, not insects. Here list 
tested and tried topics have found especially suit- 
able for people the plains states: bicycle, ham- 
mer, snakes, pencil, mosquito, chickens, cats, dogs, 
apples, watermelon, peanuts, popcorn, spiders, 


“What are teaching” topic great and 
also delicate interest every teacher every 
Department Speech. The careless reader the 
foregoing article might infer from that what 
try teach our Speech classes sheer fluency 
and glib confidence. This, course, vastly 
under-rate the life-long contribution Professor 
Buehler our profession. 

order forestall the “replies” which would 
surely come pouring into the office, cor- 
respondence was initiated with Professor Buehler, 
which led the following sensible reply: 

“Right Anyone who uses impromptu speaking 
beginning course for major project should 
have his head examined. The gimmick described 
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grasshopper, jack rabbit, buttons, shoes, neckties, 
horses, watches, flies, hats, bananas, ice cream, 
brooms, buttons, trees, matches, strings, telephone, 
baseball (for boys), dolls (for girls). im- 
portant that topics deal with concrete objects. Ab- 
stract subjects like courage, love, loyalty, patriotism, 
etc., are definitely ruled out. 

Some may view such assignment askance 
because lacks academic muscle. Obviously, 
tonic project designed develop confidence, 
fluency, and spontaneity. also excellent 
device for creating desirable class spirit. But 
should used sparingly during the course. Stu- 
dents can gain great value from outside class. 
They may use kind “setting-up exercise” 
for speech improvement. Students should en- 
couraged provide themselves with grab-bag 
topics from which they may draw one 
which they can practice privately they walk 
ride and from work, home chores. This 
will work wonders for students who their “daily- 
dozen” for three four weeks. prize fighter 
conditions himself punching bag skipping 
rope, student can condition himself become 
more ready and confident speaker using these 
practice sessions. 

closing, may offer prejudiced endorse- 
ment the above device for tapping the sub-con- 
scious mind. have used the project among more 
than 3,000 students, ages 80, and education 
levels from fourth grade Ph.D., and have wit- 
nessed only one failure. The plan works! first, 
few shrinking violets may want duck the ven- 
ture, but once the project gets rolling can rol- 
licking fun. And, most important, has helped 
many students find themselves speakers. 


should used only once the most twice 
semester, but the ‘daily dozen’ feature should 
applied outside class. agree that analysis, or- 
ganization, substance, and methods support, etc., 
come first. point there are ways loosen 
the student and stimulate him gain fluency and 
facility expression.” 


How about some your own “gimmicks?” 
teaching methods? Each one, course, must 
viewed perspective; each has particular job 
accomplish, not the whole job educating the 
student. you have method that works for 
specific difficulty, why not share with your col- 
leagues? 
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YANKS, HOME! 


Russell DeVinney 


From Penn State’s Commonwealth Campus Wilkes-Barre, Mr. De- 


Edmund Burke speaking Parliament 1775 
said: “There America, which this day serves for 
little more than amuse you with stories savage 
men and uncouth manners, yet shall, before you 
taste death, show itself equal the whole 
that commerce which now attracts the envy 
the world.” Certainly less savage, but still uncouth, 
are the thousands our countrymen whose com- 
merce attracts the dollar-hungry tourist entrepre- 
neurs the world. are constantly being up- 
braided abroad for our tactlessness, irreverence, 
impudence, and braggadocio. These criticisms have 
been given much thought and consideration, not 
those who are responsible for the poor opinion 
nations the world have us, but those who 
are cognizant America world leader and 
the responsibilities which accompany that leader- 
ship. 


During the Second World War the scores 
service men who found themselves transplanted 
the far corners the earth were assisted through 
government information services tactful intro- 
ductions different cultures. One read through 
and gained understanding other peoples 
those short pamphlets describing the customs and 
traditions England, Australia, India, etc. After 
the war was over American tourists with bulging 
pockets swarmed over the Parthenons, the Coli- 
seums, the Pyrenees. And all over the world the 
ancient words Terence echoed: “How many 
things become wrong and corrupt through the evil 
manners the age.” 


Gracious deck stewards aboard luxury liners 
found that passengers were not disposed re- 
maining deck chairs served bouillion and 
tea. Fearful being last, passengers kept eyes 
trained their watches and the appointed hour 
made sure they were first line when the tea 
wagon appeared. wonder the British say the 
Americans carry love affair with time! Jokingly 
the master ceremonies board ship would 
tell the story typical tourist who had returned 
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Vinney offers cogent ideas the role our unofficial ambassadors. 


with huge monstrosity and who, when questioned 
about its use, exclaimed: don’t know, but was 
the last one they had!” 


can find our country, our own daily 
experiences, further examples our failure con- 
sider even the most elementary social amenities, 
and yet are overcome the stigma being 
considered “savage and uncouth” must recog- 
nize good manners and good speech continuing 
objectives. Manners and speech are kindred. 
cannot have one without the other. Emerson said 
that “manners have been somewhat cynically de- 
fined contrivance wise men keep fools 
distance.” How many times have observed 
well-bred person’s simple, gracious gesture and 
noted how incandescent was? Then remem- 
ber how sought emulate that person! 


cultivated voice, grace movement, and 
articulately expressed thought sparked tactful, 
well-mannered approach interaction with his 
fellow man bring acceptance the gentleman 
person, whole person! This not say that 
snobbery affectation are considered desirable, 
nor must one resort manners contrivance 
used for ulterior motives. Insincertiy cannot long 
remain hidden. The insincere person gives himself 
away facial expressions and other physical mani- 
festations. Neither does conducting oneself lady 
gentleman mean the diminution vigor 
cogency. The editor the New York Times de- 
scribed Eleanor Roosevelt and Winston Churchill 
“skilled practitioners good speech and man- 
ners. (They) are gentle battering rams pur- 
suit ideals they The person who ap- 
proaches the speech experience with well-man- 
nered and tactful point view will not sacrifice 
principle, nor will fail steadfast his 
beliefs. The great English statesman, Chesterfield, 
once defined the amalgamation the “gentleness 
manners, with firmness mind (as) short, 
but full description human perfection 
side religious and moral deities.” 
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AND 
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. 
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Speech Education 


degree programs. 


ACTIVITIES 


Debate Council 


Speakers Bureau 


University Theatre 
Radio Workshop 
and Dramatics Series 
(WHYY) 


Television Workshop 


Graduate Assistantships 
available 


TEMPLE 


Philadelphia 22, Pa. 


ADDRESS: Chairman, Department 
Speech and Dramatic Arts 


COURSES OFFERED IN: 


Public Address and Rhetoric 
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NOTEBOOK 


Robert Oliver, General Editor, with 
Virgil Anderson, Earle Johnson, Earl 
Wells, and Agnes Allardyce. 


Workbook for beginning courses pub- 
lic speaking, with ten sets appraisal 
charts based the characteristics ef- 
fective speaking, unique self-appraisal 
profile which students may record 
their own problems and improvement, 
inventory sheets for outlines, report 
forms, section for development top- 
ics and ideas, and coded guide 
evaluation. Tested years use, 
adapted both college and second- 
ary school levels. Adopted New York 
University, Duke, Penn State, Louisiana 
State, West Virginia, Alabama, and sev- 
eral hundred other leading universities 
and school systems throughout the coun- 
try. 


40pp. $1.50 
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The tactful person shows consideration. does 
not rudely blurt out things that hurt, offend 
embarrass others. shows courtesy manner 
and speech. 

The tactful speaker not oratorical chame- 
leon. does not continually change his point 
view and seek curry favor adopting the 
opinion others. The speaker who changes colors 
excites the contempt his listeners. the speaker 
convinced that his attitude toward the question 
under consideration the right one, must, 
course staunchly adhere his convictions. the 
same time, should seek effect the conver- 
sion those his listeners who not agree with 
him finding common ground understanding 
and purpose, and avoiding direct conflict with 
their conclusions and convictions. 


The tactful persuader the person imagina- 
tion. enters new experiences and attempts 
see that experience from the point view others. 
His imagination helps him act quickly and 
spontaneously. The person who uses this imagina- 
tion speaker will appreciate the opinions, 
ideas, and beliefs his audience; therefore will 
not offend, but still maintain his position the 
issue hand. Quite simply says Craig Baird, 
the speech scholar, “Tactlessness usually results 
from failure understand human nature general, 
and specifically, the people composing the imme- 
diate audience.” 


has been said that nine-tenths the art 
public speaking lies the tactful statement 
ideas, and certainly this art can never achieved 
unless the aspirant willing practice. can 
say tact what Chesterfield said manners: that 
“must adorn knowledge, and smooth its way 
through the world. Like great rough diamond, 
may very well closet way curiosity, 
and also for its intrinsic value; but will never 
worn, nor shine, not polished.” 


With more deliberate regard for the well- 
mannered approach the communication ideas 
can come objectivity sorely needed our 
times when observe all around the voracious 
extension the ego which seeks first and 
seeks maintain the center attention. Our in- 
satiable desire succeed tends block out em- 
phatic associations and thereby lose out one 
the glories the human race: understanding. 
can only accomplish this understanding, 


encourage others talk 
respect the point view others 


make sincere compliments 
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acknowledge the merit the 
others 


make criticism commensurate with praise 
the display egotism 


Some specific examples the student speech 
should consider this regard are involved the 
following situations: 

and the acknowledgement that introduc- 
tion. 

Congratulating the speaker for his effort. 


The recognition other speakers who ap- 
pear have something say and the atten- 
tive listening that contribution resulting 
tactful comment relative it. 


For the success any speech experience the 
proper atmosphere must arranged. Personalities 
interacting any gathering set the tone for that 
company. Mark Van Doren, one America’s great 
teachers, says: “We like those who can inspire 
talk well, talk indeed our best, which their 
presence becomes something better than ever 
was before, that surprises and delights us, too. 
like least those persons whose presence 
are dull. For can either, and company brings 
out; that what company for.” 


the person who realizes the responsibilities 
his country and his time can come the rewards 
for being tactful and well-mannered. Never before 
our history have these qualities been considered 
more important. President Eisenhower speaking 
recent service academy graduation spelled out 
these qualities the most important requisites for 
successful career the Army, Navy, and Air 
Force. was again the Earl Chesterfield, writing 
the fine art becoming man the world and 
gentleman, who said: 


Good manners are, particular societies, 
what good morals are society general: 
their cement and their security. And, laws 
are enacted enforce good morals least 
prevent the ill effects bad ones; there 
are certain rules civility, universally implied 
and received, enforce good manners and 
punish bad ones. And, indeed, there seems 
less difference, both between the 
crimes and between the punishments, than 
first one would imagine. The immoral man, 
who invades another man’s property, justly 
hanged for it; and the ill-bred man, who, 
his ill-manners, invades the quiet and comforts 
private life, common consent justly 
banished from society. 
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What earth “Spooknik?” Dr. Wells 
Carnegie considers ghost type radio wave 
signal picked from location half world from 
the real Sputnik. 

Human communication has its “Spooknik” too. 
For people both sides the globe are still 
casting their neighbors the old roles their 
forebears. And the effect these after-images 
may misunderstanding. 

The “Sputterneck” completes the job. the 
man who talks too much, too loudly, and inappro- 
priately. 

Such man was Charles Sumner. Historian 
Bailey calls him “humorless, intolerant, and ego- 

Sumner lived his advance billing when 
April 13, 1869, delivered tempestuous in- 
dictment against Great Britain. Intoxicated with 
the sound his own voice, suggested that Eng- 
land pay between two and three billion dollers 
compensate for Union losses (and feelings) caused 
British help the Confederacy the strife 
between the states. 

Payment such enormous sum was clearly 
Sumner implied that perhaps all 
Canada would acceptable instead! Surprisingly, 
some Englishmen were open-minded this. But 
then they could remember the Fenian forays against 
Canada, accompanied standing offer some 
two hundred acres Canadian soil for each volun- 
teer the invasion army. 

wonder that blast was called 
“The Speech that Shook Two Hemispheres!” 

Simply silencing the “Sputterneck” would ap- 
pear easy solution. But cannot si- 
lenced without freezing democracy itself. 

must become conscious the danger 
capricious verbalization before gets into the halls 
Congress, the press room, the film, radio, and 
television studio. fact, before becomes 
diplomat. 

some extent can trained and briefed, 
but diplomat can much different from the 


Thomas Bailey, Diplomatic History the American People 
(New York: Crofts and Company, 1940) 142. 


Sputnicks, Spookernicks, and Sputternecks 


Chairman, Department Speech, University Tampa, Tampa, 


Edward Palzer 


general populace from which drawn. 
therefore “the envoy ordinary” who special 
concern. man’s communication behavior abroad 
largely projection his interpersonal relations 
before that time, just international misunder- 
standings mirror the conflicts between neighbors 
home. 

Just why does the American usually neglect 
the study foreign languages? Why does ap- 
pear sans gene, offensive, discourteous, gar- 
rulous, noisy, possessive, superficial, immature, and 
little interested what others have say? 

The real reason why reluctant 
something about the other fellow’s language may 
well that not sensitive and responsive per- 
sonally. this case language study would still 
leave him short native nuance, especially 
assumes that already “knows” this language, 
and has nothing more learn about it. Far 
better when his motivation for language study 
genuine inter-personal sensitivity. 

Can such inter-personal sensitivity taught 
the schools? use project called “Shoe-Swap- 
The student imagines himself the other 
person’s shoes. takes part series skits 
which acts, speaks, thinks, and feels the 
other party would particular situation. 

Thus alternately assumes the roles em- 
ployer and employee, teacher and student, husband 
and wife, parent and child, privileged and under- 
privileged, wide variety interpersonal situa- 
tions where one party has relatively superior role 
and the other subordinate one. 

“He makes feel neither superior nor inferior, 
yet mutually respect our distinctly different 
roles.” 

When the student says this, fair index 
newly developing sensitivity. this time, 
may eager play the role American 
abroad, then also the role the native the other 
country. 

The spontaneous dialogue checked 
evaluator, who observes the extent which the 
visitor adapts himself the home party. Rate 
speech, pacing, intensity, mood, tension, resistance, 
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extent random speech, over-verbalization, under- 
verbalization, interruptions, interrogations, attitudes 
dominance servility, all these and more are 
noted. long, slow process, but well worth it. 
Properly planned, can become challenging 
any other project speech. 

Even the student never visits the country 
question, his newly developed inter-personal sensi- 
tivity means wasted. The human basis 
substantially altered, although hasten 
caution him that two situations are identical 
all respects. Indeed, without this cautionary safe- 
guard, may manufacturing another “Spook- 
nik,” classroom vintage. 

Even himself does not travel, the project 
serves establish climate adaptability the 
mind some other student who will some day 
travel abroad. 

Nor premature for student visualize 
himself leadership role, because arrogant and 
set attitudes cannot easily changed later 
adulthood when the actual opportunity for leader- 
ship arrives. This moment may come sooner than 
expected for him. 

Rudeness may result also from the tentative 
nature the interpersonal contact. The traveller 
speculates that may never see this man these 
people again. Perhaps feels that this entitles 
him exercise less human restraint that would 
were sure they would meet again. But 
cannot sure they nor can measure 
the full effect his communication behavior 
fast-moving world. 

Yet not the actual meeting, but his 
which operative here. Thus can 
make mental contract act they would 
meet again. will make substantial difference 
his approach, have discovered another 
speech project which call the “Continuum.” 
Here the speaker plans remain the hall 
auditorium after his formal speech talk with in- 
dividuals his audience. 

Such mental contract peculiarly missing 
this electronic age, for the actual human presence 
and reaction the other party missing tele- 
vision, film, and radio. 

Repeatedly fooled the pseudo-presence 
the absent screen personality, the listener even- 
tually tends become indifferent and calloused 
the actual flesh-and-blood presence the other 

The hurried pace our time has further re- 
duced interpersonal response even when 


See Hans Vaihinger, The Philosophy “As London, Routledge 
and Kegan, 1924, 1949. 
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electronic media not get between the speaker 
and listener. 

may well that providing compensation ex- 
perience and training save this steadily vanish- 
ing sensitivity will stand out the unique oppor- 
tunity for the school this era. 

Sputnik will then appear only one the 
problems the picture. Harold Martin aptly sum- 
marizes the whole challenge: 


“While are going into this great transforma- 
tion our educational system, hope that one 
two musty classrooms will survive the encroach- 
ment the laboratories. And these few se- 
lected youngsters will set down, drilled and 
schooled the oldest and most difficult the 
arts the art teaching people how get along 
with other 


Harold Martin, Stampede May All Right, but There 
Are Also Other Vital Atlanta Journal and Constitution, 
December 15, 1957. 
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“Oratory, with all its graces, that enunciation 
particular, fully necessary our govern- 
ment ever was Greece Rome. man 
can make fortune figure this country, 
without speaking, and speaking well public. 
you will persuade, you must first please; and 
you please, you must tune your voice harmony, 
you must articulate every syllable distinctly, your 
emphasis and cadences must strongly and prop- 
erly marked; and the whole together must 
graceful and engaging. you not speak that 
manner, you had much better not speak all. All 
the learning you have, ever can have, not 
worth one groat without it. may comfort 
and amusement you your closet, but can 
use you the world. Let conjure you, 
therefore, make this your only object, till you 
have absolutely conquered it, for that your 
power; think nothing else, read and speak for 
else. Read aloud, though alone, and read 
articulately and distinctly, you were reading 
public, and the most important occasion. 
Recite pieces eloquence, declaim scenes trag- 
edies. there any particular consonant which 
you have difficulty articulating utter mil- 
times, till you have uttered right. Never 
speak quickly, till you have first learned speak 
well. short, lay aside every bock, every thought, 
that does not directly tend this great object, ab- 
solutely decisive your future fortune and figure.” 


Letters His Son, the Earl Chesterfield. 
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Syracuse 
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SCHOOL SPEECH 
AND DRAMATIC ART 


Founded 1913 
1915 the first institution the United States 


B.S., M.A., and Degrees 
the following areas 


DRAMA 

GENERAL SPEECH 
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PUBLIC ADDRESS 
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SPEECH EDUCATION WITH 
NEW YORK STATE 
CERTIFICATION 

SPEECH AND JOURNALISM 

SPEECH AND LAW 


Ph.D. and Ed.D. Degrees are 
offered Three areas 


AUDIOLOGY AND SPEECH 
PATHOLOGY 


SPEECH EDUCATION 


AUDIO-VISUAL EDUCATION 
WITH CONCENTRATION 
RADIO AND TELEVISION 


1959 SUMMER SESSION 


Address inquiries to: 


SCHOOL SPEECH AND DRAMATIC ART 
Syracuse University 


Syracuse 10, 


THE PENNSYLVANIA 
STATE UNIVERSITY 


Ideal Location and Offerings 
for 


Summer Sessions Work 


1959 dates: 


Graduate, leading A., Ed., Ed., 
Ph. 


All areas: send for catalog 


The Department Speech 
300 Sparks Bidg. 
The Pennsylvania State University 


University Park, Pa. 
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Communicative Reading 


Ruth Haun 


Assistant Professor Speech The University Pittsburgh, 
Miss Haun presents the fruit her experience how teach 
students read poetry with genuine sensitivity and communicative 
effectiveness. 


the request John, student actor and 
television announcer, read studio news release. 
“That makes sense!” John said. 

smiled. tell you what was thinking.” And 
told him specifically what the words suggested 
me. Then asked, “What were you thinking when 
you read, John?” 

“Thinking! just wanted get through 
time.” 

the 1945 San Francisco Conference the 
United Nations, after one the meetings, Virginia 
Gildersleeve, former dean Barnard Callege 
and representative the United States, spoke 
with Andrei Vishinski, representative Russia. 
“Words, words, words,” Miss Gildersleeve said. 

Mr. Visinski answered, “Yes, words, words, 
words. But back words, there meaning, and 
back meaning there life.” 

The oral reader, well the speaker, must 
try know the life behind the words. Life-experi- 
ence reported the news commentator. From 
life-experience the poet creates the poem, the nov- 
elist writes the novel, and the playwright the play. 
Life-experience the point reference for the 
writer, the speaker, and the oral reader. 

Sally chose the poem “Acquainted with the 
Night” Robert Frost. The second line the 
poem is, have walked out rain and back 
rain. 

Robert Frost the University, 
Sally, the day before spoke for the Con- 
vecation. small group the faculty met and 
talked with him. Robert Newman, professor 
speech, rose say goodbye. will see you tomor- 
row, sir,” said. trust that doesn’t rain.” 

“What you people care about the rain,” said 
Mr. Frost. “Everything’s this great building.” 

“But the Convocation will across the street, 
sir, and rains,” continued Professor Newman, 
“we will have out without benefit 
covering.” 
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“Remember, Robert,” said Broughton, the 
eighty-four year old host, “it rained last night, 
and you didn’t take your walk.” 

“You let me,” was Mr. quiet 
statement. 

“He wanted walk the rain,” Sally said. 

“Yes, would seem that wanted take his 
walk night whether rained not.” 

Sally read, she revealed the experiences cap- 
tured the poem. Then she said, like walk, 
too.” She looked out the window and followed 
the uphill road winding through Schenley Park. 
“How different the poem would have been 
said park instead city lanes. never thought 
there being city lanes.” spoke some short, 
shaded streets that seemed gently down and 
away from Fifth Avenue. lived street like 
that,” Sally said, “as child. Yes, it’s city lane.” 
Then, she said, love Pittsburgh. Pittsburgh will 
always home even though moved away. 
And love walk the rain while here. 
That’s how Jim and started going together. 
came down south holiday and stayed with us. 
rained all the time was there.” She laughed. 
“He said couldn’t get away. says likes 
the rain too.” Again she read, drawing from the 
memory her own experiences. 

made drawing the communication ladder, 
starting with the bottom rung. 


Communication 

Verbalism 
Self 


John laughed. never got beyond the verbal- 
ism level. was just words.” 

John Ciardi, poet, critic, and teacher, said that 
science about experience, the facts experience; 
and that poetry about felt-experience. The oral 
reader must recognize the felt-experience from 
which the literature arose. And re-create orally 
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the literature for others must draw freely from 
his own comparable experiences. 

Actor Burgess Meredith became the director for 
the New York production Ulysses James Joyce 
(adapted Padraic Colum). Mr. Meredith made 
breakdown the script into fifty-six separate 
scenes. “The purpose the breakdown was 
work out set references and out the the- 
atre, that the actors could make emotional 
bridge into the subtleties Joyce.” 


The actor the oral reader will make the 
emotional bridge the play, speech, story, 
poem when recognizes and utilizes the point 
reference for his own felt-experience. Then, 
should ready re-create. (1) should permit 
himself respond the multiple felt-imagery 
which the life substance the written words. 
(2) should sense the universality the felt- 
imagery which makes him one with humanity. (3) 
Then, artist, who draws from the depth 
this felt-experience orally, will recreate order- 
work art. 

1946, Irvin, student, had just returned from 
the air corps. chose read the poem, “High 
Flight,” John Magee. gave sincere reading, 
but was too deeply involved his own mem- 
ories. would some time before would 
able share such poem-experience with others. 


The poet Robert Frost has said that the writing 
poem his way making kind order 
out life. The oral reader, the actor, the speaker, 
also, makes kind order out life. The poem 
other piece writing not just words, words, 
nor mere extension the own life. 
The reader utilizes his life-experience, yes, 
point reference. searches beneath the words 
for the life-experience created the writer; then, 
recognizing what common all, ready 
communicate. There will kind magic when 
speaks. Writer, speaker and listener are one 
with all humanity. 


“Accent Accents” No. 
THE FIRST DIALECT RECORD ITS KIND! 


Long Playing $5.95 (Plus Postage) 

ALL GENUINE ACCENTS, NOT IMITATIONS 
Croation German Italian Russian Yiddish 
Dutch Greek Japanese Spanish 
French Viennese 

Made students the workshop course English 
for Foreigners Hunter College, New York City, under 
supervision Miss Gertrude Walsh and Leo 

aub. 

The fable Aesop which serves the vehicle for con- 
veying the various foreign patterns has been painstakingly 
and scientifically adapted contain every sound 
the English language, statements, questions and excla- 
mations. ORDER NOW! 

Sonpsored and Distributed 
Paramount Theatrical Supplies Alcone Co. 


242 West 27th Street New York N.Y. 


BOSTON UNIVERSITY 


School Public Relations and Communications 


Melvin Brodshaug, Dean 


The Division Communication Arts offers 
Undergraduate and Graduate Programs all 
aspects 


Television and Radio 
Motion Picture Production 


Audio Visual Communication 


experienced instructional staff twelve 


Corollary courses Speech, Drama, Journal- 
ism, and Public Relations 


Excellent Production Facilities 


WBUR-FM, the 20,000 watt voice Boston 
University 


Graduate Assistantships and Fellowships are 
available Teaching, Research, and Pro- 
duction 


For information, write to: 


David Mackey, Chairman 
Division Communication Arts 
Boston University 


640 Commonwealth Avenue 
Boston 15, Massachusetts 
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One Man’s Opinion 


(Continued from page 


lectual, physical, social, and personality compon- 
ents myself. 

“AS EXAMINER, need provide for 
regular and consistent testing determine how 
pupils are doing, how doing, and how the 
profession doing. After turning final grades, 
need find some time for self-examination 
that certain improve some way, every 
time have completed course. 

“AS PARTICIPATER student life, hope 
give students counsel and direction and ex- 
pect, return, high level achievement and 
interest. member the school community, 
worth remembering that all say may re- 
flect Department the entire profession. 
will try seek advice from the school’s “elder 
statesmen” tradition, erudition, and 
competition. 

“My family life must the place where share 
the deepest communication all. participation 
that life must skirt the skimpy time schedules 
and the skimpy budgets, and allow for full parti- 
cipation the religious life that helps retain 
the integrity, kindness, and honesty that foun- 
dation for professional life. 

“AS ONE WHO HAS LIVE WITH HER- 
SELF, must allow some private moments for un- 
winding, unbending, untwisting, and unkinking. 
have decide the relative importance 
publishing, civic fraternal membership, 
attending conventions, seeking honors and new 
friends. need sit alone and reflect how 
will meet these students mine, “face-to-face,” 
years come. Or, how will face the occasion 
when former student excells office, income, 
prestige. 

and why want teach SPEECH. And 
rush find the answers. Thinking, like teaching, 
slow but wondrous process. It’s never really 
finished.” 


REGIONAL JOURNALS 


service our readers who may not fa- 
miliar with the other regional Speech journals, 
present herewith the tables contents their 
forthcoming issues. Incidentally, now appears 
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likely that cumulative index all the back files 
the four regional journals will prepared and 
published. should glad hear from you 
you would like secure such index probably 
price about $1.50. 


SOUTHERN SPEECH JOURNAL, Charles 
Getchell, Editor, University Mississippi, Uni- 
versity, Miss. 


The Well Balanced View Maurice Natanson 
Bright American Minds, British Brains and 

The Alabama Governor’s Primary, 1954 

The New Play Program the South: 

Reason for Pride Edwin Schoell 


Men, Movements and Materials for Research 
Public Address Virginia Robert Jeffrey 


WESTERN SPEECH, Donald Hargis, Editor, 
University California, Los Angeles 24, Cal. 
Spring Issue 1959 

Rhetoric and Diplomatic Training Venice 


Dominic LaRusse 
Ramus, Ames, Perkins and Colonial Rhetoric 


Symposium: Considerations Aphasia Testing 
and Therapy 


Medical Considerations Rubin 
Sklar 
Psychological Considerations .... D’Asare 
The Deaf and Larr 

Communication Problems and Counseling 
Nelson 


CENTRAL STATES SPEECH JOURNAL, Keith 
Brooks, Editor, Ohio State University, Colum- 
bus, Ohio 

Spring Issue 1959 

The Role the Regional Speech Association 
Edd Miller 

German Speech Gladys Borchers 

Readability-Listenability Analysis 
Selected Campaign Speeches Adlai 
Stevenson the 1952 and 1956 Presidential 
William Beattie 
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Certain Effects Vocal Pitch Frequency 
Modulated Instantaneous Auditory Feed- 

Rubies, Robots, and Rubescence .... Edward Palzer 

Telephone Survey Religious Program 
Preferences Among Listeners and Viewers 

Effect Test Format Listener Response 
Henry Moser, John Herbert Oyer 

The Role Discussion and Debate College 


OUR ASSOCIATION 


Vice-President Holtzman has come with 
rather astounding fact: namely, that there are actu- 
ally more people whose names are listed the 
program for the Golden Jubilee Convention than 
there were members SAES when took over 
Executive-Secretary 1954! 

Part the growth membership Conven- 
tion Committees. 1952 there were committee 
members; last year there were over hundred. This 
reveals the tremendous growth 
that has evolved all areas our work: committee 
assignments, offices, and the programs. also 
indicates how far have advanced beyond the 
stage when our association was more than 
sponsor annual convention. 

Still must true that great deal talent 
remains unknown the officers, and unused for 
the benefit our organization. Many the SAES 
members probably nourish secret feeling that 
they, themselves, would good officer-material, 
productive committee members, could present 
papers superior some those they hear. Happily, 
such feelings are eminently right! you yourself 
have any desire for more active participation 
the affairs SAES, please, please, PLEASE, com- 
municate your interests once our present 
Executive-Secretary, Wiley Bowyer. Every new 
worker the vineyard asset and want 
and need increase our group assets every 
way can. 

Help get new members and help your- 
self being even better member! Both are 
worthy goals. 


SPEECH FOR ARMY OFFICERS 


The United States Army needs men who can 
speak effectively! This was made clear mem- 
orandum dated December 22, 1958, which has been 


distributed all institutions engaged the pre- 
paration army officers. was issued the 
Executive Officer the United States Continental 
Army Command, and reads follows: 


The Chief Staff the Army has ex- 
pressed concern over the apparent inability some 
newly commissioned officers express themselves 
orally. 


The inability officer express himself 
clearly detracts from his overall value the 
tary service. Every effort must made insure 
that junior officers develop ability impart 
edge, issue clear orders and instructions, and prop- 
erly and clearly inform their superiors. Oral expres- 
sion may measured the ability 
present clearly and effectively, words his own 
choosing, those thoughts wishes express 
others. 


The service school commandants have been 
directed place additional emphasis oral ex- 
pression Army service schools. They have been 
further directed rate student officers 
ability express themselves clearly. 


ROTC courses are emphasizing oral expres- 
sion. 


desired that action taken insure 
that commanders units and installations under 
your command effect further improvement the 
ability officers express themselves orally. Com- 
manders must impressed with their responsibility 
observe, comment upon, and improve the per- 
formance their subordinates oral expression. 


Unit schools, group discussions, observation 
training and social gatherings all provide 
lent opportunities observe and evaluate the 
ability officer express himself. Those offi- 
cers requiring improvement will advised the 
fact. They should encouraged and guided 
self-improvement this regard, and provided op- 
portunities which will motivate them the art 
oral expression. 


This action should include developing the 
capabilities the young officers our reserve 
components. 


desired that this headquarters advised 
any special methods developed overcome this 
deficiency. 


This communication effective until De- 
cember 1959 unless sooner rescinded super- 


seded.” 
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Ohio State University 
Department Speech 
Congratulations 


Speech the States 


Golden iversary ear 


Hayes Yeager, Chairman The Ohio State University 


Department Speech Columbus 10, Ohio 
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LITERATURE EXPERIENCE 


Wallace Bacon and Robert Breen, both Northwestern University. 
325 pages, $5.00. 


This text was written serve two kinds needs: the need English departments for text 
that will lead students naturally from life experience experience literature, and the need 
speech classes for book that provides solid base for the oral interpretation literature. 
The best contemporary thinking literary criticism, aesthetics, psychology, and related 
sciences are taken into account. 


THEATRE U.S.A., 1668-1957 
Barnard Hewitt, University Illinois. 528 pages, text price, $7.50 


unique history theatre from its beginning the present, especially designed 
text for American drama courses. tells the story primarily through contemporary accounts, 
interpreting commentary which amplifies the eye-witness acounts. Here the only 
history stressing changes ALL aspects the theatre from plays and acting the buildings, 
audience, scenery, machinery, lighting, costuming, and organization. Excellent photographs 
plays and individuals are included. 


BRIEFING AND CONFERENCE TECHNIQUES 


Glenn Loney, University Maryland. McGraw-Hill Series Speech. 
200 pages, Text price, $3.95. 


brief, easy-to-read text contains the main points remembered using the closely- 
related skills public speaking, audio-visual aids, briefing and conferencing. intended 
for the student who needs general outline these aspects speaking. The principles 
governing successful group discussions and problem-solving conferences are included, along 
with the essentials written and oral briefing. There are extensive illustrations throughout. 


SEND FOR COPIES APPROVAL 


| 


McGRAW HILL BOOK COMPANY, INC. 


330 West 42nd Street, New York 36, 
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